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(FOR KEY SEE REVERSE)

1. Trade delegations working in capitalist countries are the only foreign—trade
representatives who reside there for any length of time. Therefore, they are best
acquainted with the &onomic life and the merkets of the countries to which assigned.

25X

2. The delegations serve two purposes:

a. They have an official mission, which includes participation in trade agreements;
investigation of the country's economic and political conditions; reporting on
customs policies and tariffs; and recommendations as 40 the expansion of trade
between the two couniries.

. The delegations play an important role in establishing business connections
in the foreign country. However, it must be remembered that they are not
agents or dealers. Although they should take the initiative in furthering
trade, they cannot sign contracts or engage in other legal transactions which
are the responsibility of the enterprises. It is the enterprises, as independent
legal entities, and not Hungary, which make contracts. The delegations do not
have the status of the trade representative (torgpredstvo).

3. Although no set regulations can be given for the operation of the trade delegation,
it should follow certain rules of conduct.

a. In order to assure smooth operation, the delegation must possess a thorough

knowledge of the position of the foreign import-export enterprises, the goods
handled by them, prices, seasonal characteristics, etc.
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b, The delegation must have information on individual transacticns before they are
concluded so that it may be sure that the conditions ¢f the contracts are met.
It must also check on prices, the credit standing of the trade partner, etc.

¢c. The delegation must be acquainted with buyers, sellers, and the Budapest
representatives of the foreign enterprises. It should know the opinions of
the Hungarian enterprises concerning these persons' rellability end authority.
It should speak with these people and report their conversations and opinions.

d. The delegation must gather information from the Hungarian foreign—trade
enterprises concerning the merchants who are working for them in the markets,
and must have a good idea as to the type of people it is dealing with.

e. These are only a few examples, The delegation must also have a general knowledge
of the world merket and have information as to prices end availability of commodities.

In its relatio ship with the Hungarian foreign-trade enterprises, the delegation should
strive +to id them in increasing their trade. The delegation must establish

a good reputation by glving valid and relisble information to these enterprises.
Dealings with the Hungarisn foreign~trade enterprises should have the stamp of
sincerity and helpfulness, and the delegation should be punctual in meeting deadlines.
Criticism should be tactfully made and given in person. It should be specific rather
than general.

In dealing with foreign clients, the delegation should avoid giving written information.
Notes should be made after each conversation.

There are severel things the delegation cannot do in relation to the home enterprises.
It cennot make orsl promises, except in special cases when authorized by a Hungerien
forelgn—trade enterprise. Actually, the delegation is only an intermediary between
the foreign and Hungarian enterprises and can sign contracts only in exceptional
cases, with the approvel of the ministry. It cemnnot give instructions to the
Hungerian foreign-trade enterprises, nor can the enterprises give instructions

to the delegation. If the delegation receives business proposals it should not go
veyond its own authority but should ask advice from the Hungarian foreign—trade
enterprise or from the Ministry. The duties of the delegation towards the Hungarian
enterprises are summarized as follows: .

a. VWhen an enterprise is negotiating a business transaction, the delegation
ney participate in the discussion of prices, the quality of the goods,
terms of payment, credits, and transportations. In general, the delegation can
take mart in business negotiations only at the request of the Hungarian enterprise.
It must also warn the Hungarien enterprise if better terms can be reached, if the
" foreign firm is unreliasble, etc. It can also help the Hungarian enterprise by
cbtaining import, export,or transfer permits.

b. An important duty of the delegation is to discover and exploit new business
nossibilities for the Hungarian enterprises. If the delegation has good
connecticns it will know which Hungarien enterprises have sales difficulties
and vwhich are having procurement problems. In such cases it should help them
by dlscovering buyers or sellers. However, here again it can teke part in
specific negotliations only if it has been so authorized by the Hungarian enter rises.

c¢. In certain matters the delegation can intervene at the recuest of the Hungarian
enterprise, for instance, in checking payments, the shipment of goods, or
in examining a contract.

d. The Hungarian foreign=trade enterprises most often call on the delegation
in the case of claims. In such cases the delegation points out the mistakes and

estimates losses,but most refrain from expressing an opinion, especially to the
foreign buyer.
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e. The delegation should make an effort to link Hungarian imports with exports.
It should ascertain the kinds of goods which are a drag on the foreign merket.
The delegation then might obtain special import licenses for Hungarian products
in compensation for purchasing such goods which the foreign country desires to
sell. In this connection the delegation should, of course, be informe not cnly
of the market in general but also of the situation of the merchants who might
be induced to make such a compensation deal.

The delegation must be informed as to the quantity which could possibly be put
on the market, the specifications of the articles,and their prices.

i
.

3. Vhen Hungarian enterprises ask the delegation for price information they rust
give complete specifications of the articles in question. The delegation
can get such information from forwarding agents, insurance companies,
and chambers of commerce.

h. The delegation should keep the enterprises informed as to new or special
articles on the foreign market, their qualities, and packaging.

i. In certain eastern and overseas markets, the delegation should gather information
about competitive biddings and the possibility of Hungarian participation. This
is important because Hungery's heavy industry enterprises (Nikex, Techno,

Komplex, Mogurt) do not have connections on these markets yet, and receive informa
about biddings only by accident and after they have been closed. The delcgation
should establish contacts with the state purchasing centers, or with large

private purchasers, should obtain information abo' t the terms of the biddings,

and report the results of those competitive biddings which have already teken
nlace, especially concerning prices.

J. The delegation must have full information concerning the prcblems, proposals,
and claim which are brought to it by Hungarian enteprises. It must know
what the enterpris: wishes ) accomplish and must avoid statements that could
later be contradicted or proved inconsistent.

The following example illustrates the above suggestions. Technoimpex wants to

export electromotors but is not familiar with the market and has no buyers. It

is advisable, first, to obtain general information whether the country

with which it wishes to deal imports electromotors, where it obtains them, in what
cuantity, and of what type. These facts can be obtained from statistics, technical
Jjournals, trade representatives of friendly Zﬁfbig7countries,and chembers of comnsrce.
Once this is done, Technoimpex can ask specific questions: important firms importing
this product, their representatives, their prices, guantities, and the terms of
payment.

The rmost difficult problem is selecting the proper buyers and representatives.

The delegation can _get information on the firms from it® own connections, or those

of friendly Zafbiz7bountries, chambers of commerce, trade associations, and commercial
directories. Sometimes good information can be obtained from forwarding agents or
banks. The selection should be made from a large enough group, so that there can

be a good basis for comparison.

In the first talks with the representatives of the foreign firm no definite agrecment
should Ye wade. Inforumation should be obtained as to the capacity of the firm, its
bank, credit standing, organization, and its political attitudes. Vhen selecting
buyers or rcpresentatives it is advisable to know to whom they sell, with whom they
vork, how well known they are on the merkets, their selling methods, and whether they
employ the necessary experts. It is also good to know what official connections and
capital the firm has. It is often useful to see the actual ogerations of soune of

the departments of the firm, and it i1s essential that all impressions that have been
gathered cone from personal observation. These observations, plus suggestions, should
be forwarded to the home enterprise, which should place the actual order. However.

it is advisable for the clients to feel that the delegation also has some authority.
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When selecting buyers, sellers, or representatives it must be remerbered that a

state enterprise is being tied up with & private firm. This must be kept in mind,
fer the fact signifies stabllity and prospects for the foreign firm which is dealing
with & socialist economy. It also means that we should not expose ourselves to
provocations.

The delegation should have at least a minimum of technical knowledge of the

articles with which it is dealing, and of the quantity which Hungary can supply

and the foreign market can absorb. This can be learned through correspondence with the
home enterprise, and by talking with purchasers on the market. A variety of sources
should be used for this purpose.

In imports, we must avoid showing too much interest in an article,thus causing g rise
in priceyand must act carefully in regard to articles which may be placed under
embargo. Attention should also be given to possibilities of concluding a combination
import-export transaction. First of all, avoid a stir in connection with our import
efforts. A misstep may lead to embargo. The delegation should investigate which
articles the foreign country is anxious to export, and in this connection the trade
agreement with the respective country should be carefully reviewed. It is helpful

if the Hungarian enterprise supplies the delegation with information which may have
been obtained in a third market. T% is also advisable to follow the price fluctuation
of the most important goods. We should try to buy in the country where the goods

are produced and to avoid transit.

As a rule, the delegations are bombarded by the home enterprises for price informstion.
However, it is not the duty of the delegations to tell the home enterprise at what
brice to sell or buy. In most cases, the delegation is required to study price

trends and to report them to the enterprises and the ministry. Such studies should
include the direction in which prices are moving, what possible crises may occur in
production, how customs duties of government subsidies influence the prices, and
whether there are discriminatory provisions regarding = .ungary. For all types of
information, especially price information, documented material should be used. .Thig
includes contracts, market quotations, etc. The delegation should give an opinion on the
collated information which should be as exact as possible and should include the
quality of the goods, the manner of packing, possible seasonal characteristics,
and the price differences of certain buyers and sellers.

The Hungarian enterprises frequently ask the delegation for help in connection
with claims. The problems of an import claim differ from those of an export claim,

a. In the case of import claims the delegation not only advises but often performs
Some necessary commercial action. For example, in questions concerning the quality

of goods, it should discuss the issue with a quality-examining agency. It is
desirable that the enterprise directly handle the de%ails and settle claims. However,
the delegation should wern the Hungarian foreign-trade enterprise of any circumstances
present in a transaction which could later lead to claims.

b. In claims concerning our own exports, it 1s the foreign purchaser, rather

than our enterprise, which consults the delegation. In such cases the delegation
should be careful to avoid meking statements. But it should see that justified claims
are satisfied, to maintain our good reputation.

Inguiries and complaints by foreign entervrises should be handled skillfully and
expeditiously. When an offer is made, the foreign firm or individual making it should
be investigated. If similar or identical offers are made they should be compeared.

market.

The delegation should send offers and complaints home, together with its own
recommendations. It can also promote sales by interesting tte purchaser of g certain
article in other related goods. Sometimes it might be worthwhile to invite buyers

to examine goods in Hungary. 1In this connection it must be borne in mind that such
trips are subject to Hungarian entry permit. The delegation should keep a card file
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of the home enterprises and enter on ~~ these cards the p:oposals, offers,

and complaints of the foreign firms with whom they deal. Of course, this material
should be treated as confidential. It is important for the delegation tc be
constantly well informed about market conditions, to help the home enterprises. For
example, 1f sanitary or textile goods are our best export articles in the country
concerned, the delegation should collect all information for the Hungarian enterprises
without waiting for inquiries.

The contact with the market should be personal, to enable the delegation to

check its own work and that of the enterprises, and to follow market developments

and trends. It is also important that the delegation and the home enterprises have
direct contact with each other, rather than working through the ministry.

Connections between the Hungarisn enterprises and the delegation should be maintained
at all times, and not only in cases of trouble. Enterprises which are not in the
market must be informed about the possibilities of trading.

Decisions as to the application of trade policy, in particular with reference to
the foreign country concerned, should be made by the "referent" of the
ministry in cooperation with the delegation.

In conclusion, the best way to keep in touch with the market is day-to-day personal
contact. It enables the delegation to collect the necessary material for the
negotiation of trade agreements. In this connection the ministry depends on the
services of the delegation.
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